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/ Start Down \_ 
\Payment Analysis j 



Deduct the amount 
needed for closing 
cost (4%) and 
origination costs 

(1%)from 
available funds. 



Closing Costs will be estimated at 4% of the purchase 
price. Closing cost paid by others are used to reduce the 
closing costs needed. 

Note: Points paid by others will not be taken into 
account in the down payment analysis 
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End Down 
Payment Analysis 
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Traditional Down 
Payment. Also, 
inform the client 

they will need 
additional funds 
over their current 

cash to do a 
traditional 
payment. 
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Calculate Break Even 
on points to 
determine which 
product point 
structures should be 
eliminated 







Classification of 
Products Process 
(see separate flow) 







Perform a break even calculation on 
each product. The point structures 
in which the client will not recoup the 
cost of the potnt(s) will be eliminated 
from the possible recommendations. 
This should incorporate points paid 
by other parties. 



Score products 

based on 
classification of 
products and client 

preferences 
(see separate flow) 
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Start Classification 
Process 



This process is done for products remaining in the recommendation 
set after the Elimination Process has finished. 

These classifications will be used during the scoring process. 
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Highest 
Payment 
-Savings Growth - 
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holding period 



Calculate the 
Payment Savings 
Growth over the 
Holding Period of 

each product 
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- Average 
Payment 
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Principal 
Reduction 
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Calculate the 
Average Payment 
of each product 



Calculate the 
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Payment of each 
product 



Sort on 
Payment Savings 
Growth 
(Descending) 



The product with the 
Highest Payment 
Savings Growth will get 
1 point and all of the 
other products will 
score points based on 
the percent difference 
from that product 
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Scoring J 



Sort on 
Average Payment 
(Ascending) 



The product with the 
Lowest Average 
Payment will get 1 point 
and all of the other 
products will score 
points based on the 
percent difference from 
that product 
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Average Principal 
Reduction per 

Payment 
(Descending) 



The product with the 

Highest Average 
Principal Reduction 
per Payment will get 1 
point and all of the 
other products will 
score points based on 
the percent difference 
from that product 



/End Client GoalA 
I Scoring J 



* Wofe; The clients interest rate prediction will be used in the calculation of the monthly payment to adjust the interest rate up or down. 



Payment Savings Growth = [Future value of Initial Point Savings/Loss at the end of the holding period] + [Future value of payment savings 
each month over the holding period] 



Average Payment = [Total of All payments over the holding period (or term if shorter)] / [Total number of payments over the holding period 
(or term if shorter)] 



Average Principal Reduction per payment = [Total of principal applied over the holding period (or term if shorter)] / [Total number of 
payments over the holding period (or term if shorter)] 



Payment Savings/Loss = [Base product payment] - [Payment of product being compared to the base product] 



Initial Point Savings/Loss = [Base product initial points] - [Initial points of product being compared to the base product] 
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Reduce Maximum CO 
Amount Available by 2nd 
mortgage balance 



1st Mtg balance = 
total refi mtg balance 
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